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If follow-up Auto Re-
sponder marketing were 
easy, everybody would 
be doing it.  But it’s not 
easy.  It’s a real chal-
lenge that takes time 
and high-touch plan-
ning! 
 
First of all, you’ve got to 
“create the time” to keep 
in touch.  But secondly, 
you’ve got to know how, 
when, and how often to 
send your marketing 
pieces.  And for most 
small business owners, 
this presents a problem.  
This is, until they see 
how rewarding the 
benefits can be. 
 
To be completely hon-
est, one of the most fre-
quently asked questions 
I get is:  what should 
my auto responders do 
or say to my list? 
 
I wish there were an 
easy “cookie cutter” an-
swer that I could give to 
all of my clients, but 
there is not.  Each and 
every business or indi-
vidual must speak to 
their audience differ-
ently.  A car salesman is 
not going to try and up-
sell you on buying a 

faster processor for that 
out-dated PC sitting in 
the corner, they are go-
ing to try and get you to 
opt-in for that new in-
dash GPS unit with 
state-of-the-art Blue-
tooth communication.  
So with that said, nei-
ther should you. 
 
In this day and age 
where content market-
ing is on the rise and is 
worth dollars, you 
MUST know your niche 
and focus within that 
bubble by offering more 
than FREE advice or 
FREE tips.  You must 
gently and systemati-
cally up-sell yourself 
and your products, by 
backing up what you say 
with, “...and, Here is 
How You Can Achieve 
This”. 
 
*I wish I could take 
complete credit for 
these 5 Steps, but I can 
not.  This is directly 
from the mouths, of the 
masters at InfusionSoft. 
 
1. Get Permission—

Before starting any 
follow-up sequence, 
be sure your con-
tacts WANT to re-

ceive the informa-
tion you’re sending.  
Whether you include 
a checkbox on a 
webform, use a dou-
ble opt-in, or collect 
business cards in a 
fish bowl, you need 
permission to mar-
ket to each new con-
tact.  If you’re using 
email marketing, 
getting permission 
isn’t just a good 
idea...it’s the law!  
To get the best re-
sponse from your 
marketing se-
quences, double opt-
ing-in new contacts 
is your best bet. 

2. Survey Your Con-
tacts—How often do 
your contacts want 
to hear from you?  
Well, you’re never 
going to know until 
you ask.  Surveys are 
a great way to find 
out what your cus-
tomers and pros-
pects want.  And al-
though not every 
contact feels the 
same, a survey will 
help you gage the 
interest level in your 
marketing pieces. 

3. Observe What 
Others Are Do-

“ A Friend to Small Business” 

Continued on Page 4... 

5 Steps to Launching Successful Email Campaigns 



WHAT’S HAPPENING WITH YOUR FELLOW CHAMBER MEMBERS……….. 
 

Girl Scouts of Eastern Pennsylvania—Save the Date:  March 9, 2010, Reading Crowne Plaza Hotel 5:30 pm—Take 
the Lead.  Honoring women of courage, confidence and character whose leadership makes the world a better place. 
 
Hawk Mountain Sanctuary—February 16, 2010 Feed the Birds and March 20, 2010 Spring Equinox—Each event 
will feature activities for children, a live hawk or owl program and free trail admission for children ages 12 and under.  
For more information, visit www.hawkmountain.org. 
 Celebrating 75 years in conservation, Hawk Mountain Sanctuary is a favorite outdoor destination known for its 
sweeping vistas, rugged trails and annual migration of hawks, eagles and falcons each autumn.  Operated as a non-profit 
organization, the Sanctuary maintains 2,600 acres, including a Visitor Center with nature bookstore, half a dozen scenic 
overlooks, 8-miles of hiking trails, and a private conservation research and training center. 

 
Friend, Inc. Community Services has the following upcoming events: 
 
-2nd Annual FriendFest 2010: Saturday, February 27, 2010 from 12 pm—2 pm 
and 4pm—6pm at Beltzner Hall.  Snow date 2/28/2010.  Contact Erica Hesselson for more 
information 610-683-9011 or by e-mail at erica@friendinc.org. 

 
-Free Lead Testing on the following dates:  March 10, and April 6, 2010.  Email 
Cathy at cathy@friendinc.org 
 
553 individuals were served with Friend, Inc. food pantry alone in November 2009.  
Now more than ever, your time, in-kind donations, and monetary assistance is needed.  Friend, Inc. is working hard to 
help families and individuals in Northeastern Berks County get the services they need in order to become more self-
sufficient.  They are able to connect families to the many resources in our area, and Friend, Inc. provides many services 
in house as well, including their food pantry, Christmas cheer—gifts for children and seniors, employment resources, 
case management, parenting classes, money management, and emergency assistance for utilities or rent.  Please call to 
visit their office at 610-683-9011. 
 

 
Bieber Tourways—Great Upcoming Trips in 2010:  Multi-Day and One Day Tours.  Please visit 

website at www.biebertours.com to review the scheduled tours. 
 
 
 

 
Our Town Foundation—March 6 & 7; 9 am to 4 pm, Cabela’s (100 Cabela’s Drive, Hamburg) - Great Outdoors:  
Cabela’s Art Show.  Local Hamburg Area Arts Alliance members will display their wildlife-inspired work at Cabela’s 
retail store:  the World’s Foremost Outfitter.  Visit the deer country exhibit.  FREE Admission.  Contact the Hamburg 
Arts Alliance:  610-562-3106 
 

Forgotten Felines And Fidos—Kitten Kapers – To make sure we will be there contact the shelter (610-760-
9009) - the following Saturdays:  February 6, February 13, February 20, and February 27, 2010. 

WHAT IS A KITTEN KAPER? 

A kitten kaper is a place where our shelter and our foster homes of Forgotten Felines and Fidos can meet and have a 
chance to get their kittens or cats (puppies / dogs when available) adopted by the general public.  We also have craft 
items (at the Breinigsville location only) on sale, which are hand made by many of our volunteers.  We also sell tickets 

etc. for our fundraisers that we are having. 

Low cost Neuter / Spay Program 

For more information contact the Shelter at 610-760-9009 (Speak slowly with you Name and Phone Number and what 
you need done.  You will be contacted within the week.)  For more information contact Therese at 610-248-7399 or 

email her at rhombeus9@aol.com  Or contact Gloria at 610-248-2079 or email her at kaska23@ptd.net 

 
Continued on Page 7……... 
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ing—Chances are, someone in your industry is following up with their contacts.  Add yourself to 
one of their marketing campaigns and see what they’re doing.  How often do you receive mes-
sages?  What form are the marketing messages coming in?  As a “prospect” or “customer”, ask 
yourself how you feel about the communication you’re getting.  And then plan your sequences 
accordingly. 

4. Mix Educational and Sales Copy—Follow-up marketing sequences need to dance that fine 
line between providing your contacts with value, and asking them to buy.  If you bombard your 
contact list with sales pitches, you’ll soon lose the interest of your prospects and customers.  To 
keep them interested, you need to be providing your contacts with education, suggestions, tips 
and tricks of your industry...and once in a while...a sales pitch.  The more education and value 
you provide your contacts, the better your relationship will become.  And you’ll soon find they 
don’t mind receiving your “pitches” either. 

5. Test Everything—No matter how great your marketing sequences may seem to you, some-
times you just miss the mark.  Keep track of your marketing sequences.  Pay attention to open 
rates on your emails.  Chart the conversion rates of each sequence you put in place.  Then be pre-
pared to make a few tweaks to your marketing campaigns if you need to. 

 
Source:  JTdesigns.com, Jason Trump, October 20, 2009 
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...Continued from Page 1 

Continued on Page 5... 

*************************************************************************** 
10 Ways to Boost Profitability in 2010 

 
The recession dominated business news in 2009.  But sprinkled among the doom-and-gloom are small busi-
ness success stories.  You could be one of them in 2010.  Sound optimistic?  “Sure, the recession has had a 
devastating effect on some,” says Gene Marks of The Marks Group, a business consulting firm near Philadel-
phia.  “But there are other business owners, smart business owners, who have been able to make decisions 
during these challenging economic times that will favorably impact their profitability in the years going for-
ward.” 
 
Marks, a columnist for BusinessWeek.com, Forbes.com and American City Business Journals, offers these 10 
tips to boost small business profitability: 
 
1. “Outsource as much as possible,” says Marks.  “You don’t have the costs of maintaining employees-

health insurance, benefits, taxes.”  He recommended two websites for finding freelancers:  
www.elance.com and www.guru.com.  Popular tasks to outsource include bookkeeping, payroll admini-
stration, marketing, telemarketing, accounting, legal services, and telephone services.  (Marks suggests 
www.grasshopper.com and www.virtualpbx.com for virtual phone systems.) 

2. Reduce your real estate—”It’s a good time to negotiate long-term leases and cut back on space,” says 
Marks.  A smaller office means smaller energy bills, too. 

3. Try out technologies—that allow employees to work from home and enhance productivity.  Check out 
these five remote connectivity and desktop sharing tools:  www.GoToMyPC.com, www.LogMeIn.com, 
Windows Remote Desktop Services, www.crossloop.com and www.glance.net. 

4. Consider hiring key employees—”Unemployment is still high, which is bad for workers but good for a 
lot of  business owners,” says Marks.  “You have the opportunity to bring people in house that you might 
not have a few years ago.  They may be disgruntled with big companies and looking for smaller ones.”  
He adds that there’s a lot of great talent on the job market willing to work part-time or take a smaller com-
pensation or equity in a company. 

5. Use customer relationship management applications—”Smart business owners track customer activ-
ity,”  says Marks.  A good database of information will help you cross-sell, track marketing efforts, build 
customer loyalty and employ other strategies that help increase sales and profits.  “There are good, inex-
pensive CRM applications out there,” he says.  Use Outlook with Business Contact Manager that’s  
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available with Microsoft Office, or look into www.zoho.com. 
6. Join social media communities—”Social communities are becoming more popular and relevant for business 

owners, but it depends on being in the right community,” says Marks.  He doesn’t advocate Facebook, Twitter, 
or LinkedIn, unless your customers are there.  Instead, Marks suggests sites for small business owners:  
www.smallbusinessonlinecommunity.com, Intuit Community or online forums hosted by the National Federa-
tion of Independent Business.  “Investing in these communities is a great way to get educated, test ideas with 
other business owners and ask questions before spending money,” says Marks. 

7. Work with a cost-containment firm—There efficiency experts will help your company cut costs.  “They look 
at where you’re spending money—office supplies, telecommunications, purchasing, freight, your website,” says 
Marks.  “Then, with your permission, they negotiate better deals or replace your suppliers with better priced 
ones.”  Many cost-containment firms take half of your first-year savings and leave you the rest.  If you don’t 
save money, they don’t get paid. 

8. Pay attention to you general ledger— “It’s not exactly compelling reading, but it tells the story of your busi-
ness and raises questions,” says Marks.  Conduct a monthly review of your current assets, fixed assets, liabilities, 
revenues, expenses, etc.  You will likely discover poor performing products you can weed out, excess materials 
you can avoid purchasing and so.  

9. Rely on flash—reports Take five minutes each day to review custom one-page reports with key data for your 
company .  That might include cash on hand, aging receivables and overtime hours.  Benchmark the data with 
the previous year.  “You will make more profits if you look at these reports,” says Marks. 

10. Keep on marketing—”Smart owners increase marketing when times are tough,” says Marks.  Devise a market-
ing campaign, using both online and offline strategies, that targets the right prospects and customers. 

 
Source:  NFIB.com, 10 Ways to Boost Profitability in 2010, Susan Flyn, 12/17/09 

 

...Continued from Page 4 

Not in this newsletter?  Your company has 
news, upcoming events, and/or announce-
ments it would like to share?  We want to 

hear from you.   
E-mail Sherry at nbcc2@ptd.net to get in the 
next newsletter 

Quick Quotes 
If you don’t climb the mountain, you can’t 

see the view. 
 

Learn from the PAST. 
Live in the  Present. 

Plan for the FUTURE. 

 

LOOKING TO LOWER YOUR ADVERTISING 
COSTS THIS YEAR? 

 

ONLY $30  
 

YOU CAN HAVE YOUR 8 1/2” X 11” 
AD IN THE NEXT NEWSWLETTER 

 
 

CONTACT LIZ OR SHERRY TODAY 
 

A SMALL 
FEE FOR A 

BIG 
BANG! 

************************************************************************* 



Advertise Your Business Online & Reach More Clients 
 

How do you get new clients to call you, stop in your store? How do you let the world know “Hey, I’m Open for 
Business!”? 

 
Online advertising is absolutely one of the best ways today to get the word out and around, and the most effective 
way to do that is to build an informative website that will attract targeted traffic, which means attracting exactly the 
clients who need and want your services. 
 
If you want to get local clients that live in your city, town, county or state, you could run an ad in your local paper or 
buy a Yellow Pages directory ad. But you will actually find that building a good informative website will ultimately 
attract the best clients, especially starting locally. 
 
With the many resources available online for choosing templates, simple web design instruction, and easy to learn 
search engine submissions, you simply must have a website.  And why limit yourself to just your geographical loca-
tion when prospective clients all over the globe are as easy to access as signing on to the Web?  If you haven't al-
ready done so, get moving, build a website and get more clients!   

 
Here are the 5 main tips to help you build a website that's professional and effective: 

 
1. Don’t, and I repeat DO NOT design a cutesy website with little animated teddy bears or singing flowers. 

These scream "Amateur!" from the rooftops! Build a website that says, "I'm a professional and I am serious 
about my business!"   

 
2.   Include a little bio page about yourself and why prospective clients should choose you for their transcription 

projects. Give a brief history about your work experience or even a page with client testimonials. 
 

3.   Be detailed about your services and rates, if you want to advertise them on your site.  You may feel more 
comfortable having potential clients contact you by email or phone for a quote. That's up to you.  

 
4.   Provide your full contact information as you did on your business cards and in your brochure. You want peo-

ple to know that the site is owned by a REAL person. 
 

5.    Do not, and again I repeat DO NOT try and create a professional business website on one of those "free 
website" places on the 'Net. You will not benefit from them and it could be a total waste of your time, let 
alone it could adversely affect your website's credibility before you've even had a chance to establish it. 

 
There are some great website hosts out there that don't cost a fortune and still have great site templates that are ex-
tremely easy to use.   
 
So create your domain name. That's what your URL will be - www.yourdomain.com.  And get your domain name 
registered, which you should be able to do through almost any hosting service.  Build a website using their templates 
or do it yourself with an html editor. Upload and voila - you're on the Web!  
 

************************************** 
 

Source: www.General-Transcription-Business.com, Advertising Resources, Karen S Musselman  12/8/2009 
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Forgotten Felines And Fidos—Hoagie Sales; Saturday, February 20, 2010 Order sheets must be turned in to Dick by 
Wednesday February 24, 2010 Is the delivery date.  For more information contact Dick at 610-863-4335 home or 610-
760-9009 shelter or email him at suefff@epix.net If you email him PLEASE add your phone number for him to get back 
to you.  If you call him PLEASE speak slowly when leaving you Name and Phone Number. 

Luck of the Irish 50/50 Raffle – St Patrick’s Day is Wednesday March 17, 2010;  Drawing will be Saturday March 
20, 2010 – held at our Breinigsville Kitten Kaper.  For more information contact Dick at 610-863-4335 home or 610-
760-9009 shelter or email him at suefff@epix.net.  If you email him PLEASE add your phone number for him to get back 
to you.  If you call him PLEASE speak slowly when leaving you Name and Phone Number. 

The Wallace Brothers Band—Upcoming Shows:  February 5th at 9pm at Harry’s Hotdogs/The Attic in Coatesville; 
February 6th at 8:30pm at TC’s, Kutztown; February 11th 8pm at Starter’s Pub in Bethlehem; February 12th 9pm at 
Rookie’s, Allentown; February 13th 8pm at Parkesburg VFW; February 16th 11am at Kutztown University; February 
19th 7pm at Bobby Simone’s, Doylestown; February 26th 8pm at Tap and Table, Emmaus; March 5th 10pm at Gen-
eral Lafayette, Lafayette Hill and March 6th 9:30pm at Wingman Bar and Grill, East Greenville 

...Continued from Page 2 

 

 

 

 

 

 

Valuable insurance options from Pennsylvania Chamber Insurance 

 
While legislators determine paths to mitigate rising health care costs and alarmingly high numbers of 

uninsured, your local chamber and Pennsylvania Chamber Insurance continue to work together to 

stay ahead of the game by providing innovative medical and benefit plans for chamber members. 

 

For more than two decades, PA Chamber Insurance has led the industry in providing insurance solu-

tions for businesses. Partnering with nearly every major carrier in the state, the PA Chamber Insur-

ance benefit programs offer medical plans to suit every business, personal and financial need. With 

no participation requirements and guaranteed issue for specialty coverages (dental, vision, life and 

disability), offering valuable insurance options as part of your employee benefit program is easy and 

convenient.   

 

The opportunity to take advantage of members-only savings on vision, dental, life, dependent life 

and disability programs is a benefit of your local chamber membership.   

 
The PA Chamber Insurance programs offer customers discounted payroll solutions and 24/7 online 

administration, account access, enrollment and invoice payment options via our secure website at 

www.pachamberinsurance.com.  

Dedicated service representatives are also available to answer all coverage and benefit questions.  

  

Find out why more than 4,000 businesses participate in the PA Chamber Insurance program.. Visit 

pachamberinsurance.com or call 800.755.3021 to learn more. 

NEW MEMBERS: 
The Wallace Brothers Band 

   Colby Wallace    Phone:  484-461-5027    
   120 Red Rambler Drive  E-mail:  coltrain210@aol.com 
   Lafayette Hill, PA  19444  Live Music Entertainment 
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Ambassador Club at 
Hasch Daal Custom Embroidery, Silk-screening & Promotional Items 

10 Year Anniversary Celebration; December 4, 2009 

Owner, Debbie Berger, explains how 

the embroidery machine operates. 

From left to right:  Gale Withers—

Ambassador Club, Debbie Berger, and Execu-

tive Director, Liz Weiss 

Guests of the celebration were able to admire samples 

that are located in the show room. 

Photos Courtesy of Scott Weldon 
Weldon Photography & Prepress 

Phone-610-641-9025 
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Photos Courtesy of Scott Weldon 
Weldon Photography & Prepress 

Phone-610-641-9025 

Chamber Christmas Party 
December 14, 2009 

Lutheran Home of Topton 

Chamber members network-

ing before the start of the 

Christmas party. 

Great food was enjoyed by 

all who attended. 

Our Pennsylvania Dutch comics. 
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LETTER FROM THE EXECUTIVE DIRECTOR…………...Liz Weiss 
 
Dear Friends, 
 
2010 presents us with an opportunity to take a look at ourselves, our business and 
the way we present our company to our customers.  Believe me, even the people 
who work for you are your customers.  They are the first line to your products and/
or services.  Motivating them should be your top priority. 
 
In this vein we are excited to present programs to help inspire you in implementing 
these changes.  In January our breakfast meeting was with speaker Herb Taylor, an 
employee of the Federal Reserve Bank, on the topic of the “Economic Forecast for 
2010.”  In February, our speakers will be Dan Goldberg and Don Martine authors 
of “The Entrepreneur’s Guide to Successful Leadership.”  In March, Ross Born, of 
Just Born Candies will be hear to speak about Branding Yourself in the Market. 
Just Born Candies (Peeps) are one of the most successful businesses in this area of 
branding and always open to sharing their story with small businesses. 
 
We hope, as your Chamber, we can provide you with the tools to accomplish your 
goals for this year, 2010.  One of my favorite sayings is “if you do what you have 
always done then you get what you have always gotten.”  Let’s make this year, 
2010, the best ever! 
 
Sincerely, 
Liz 

NOTICE OF ANNUAL MEETING OF THE MEMBERS 
OF THE NORTHEAST BERKS CHAMBER OF COMMERCE 

The annual meeting of the Members of Northeast Berks Chamber of Commerce will be 
held Friday, February 19, 2010, beginning at 7:45 a.m., at the South Dining Hall of Kutztown 
University, Court Lane, Kutztown, Pennsylvania 19530. Parking will be available in lots C-2, 
D-2, D-3 and D-4  The purpose of the meeting will be to consider and take action on all matters 

properly brought before the Members. 

Robyn Jones, 

Secretary 



HELP UP GROW OUR MEMBERSHIP 
 

As a Thank You, how does saving up to 50% off your membership dues sound? 

 

SPONSOR 1 NEW MEMBER—10% OFF YEARLY MEMBERSHIP DUES 
SPONSOR 2 NEW MEMBERS—20% OFF YEARLY MEMBERSHIP DUES 
SPONSOR 3 NEW MEMBERS—30% OFF YEARLY MEMBERSHIP DUES 
SPONSOR 4 NEW MEMBERS—40% OFF YEARLY MEMBERSHIP DUES 
SPONSOR 5 NEW MEMBERS—50% OFF YEARLY MEMBERSHIP DUES 

MAXIMUM 50% OFF YEARLY MEMBERSHIP DUES 
 
 

**USE THE COUPON BELOW TO SHARE WITH YOUR BUSINESS ASSOCIATES** 

 
COME & JOIN THE NORTHEAST BERKS 

CHAMBER OF COMMERCE 
 

MEET THE NORTHEAST BERKS CHAMBER OF COMMERCE MEM-
BERS WHO ARE PART OF AN ORGANIZATION DEDICATED TO PRO-

MOTING, EXPANDING, & HELPING YOUR BUSINESS GROW! 

 
• DATE—Third Friday of Every Month 

Networking 7:30-8:00am & Breakfast at 8am 
 

• COST—$15.00 (Chamber Member Fee/Savings of $5.00) 
 
• MEMBER SPONSOR—_____________________________________ 
 
• PLEASE CONTACT YOUR MEMBER SPONSOR FOR PLACE, DATE, 

TIME, & MEETING TOPIC. 
 
• RSVP—nbcc@ptd.net OR 610-683-8860 Wednesday Before the Event 
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* * * * * * * * * * * * * * * * * * * * * 

 
KEEP YOUR CALENDAR OPEN FOR THE FOLLOWING   

CHAMBER BREAKFAST DATES: 

 
February 19, 2010 -  “Leadership”, Dan Goldberg & Don Martin  

at Kutztown University 
March 19, 2010 -   “Branding, The Art of Positioning Your Business” 
Ross Born, Owner of Just Born Candies at Fleetwood School District 

Address Service Requested 


